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The World’s Largest Estate Agent Comes to Essex
Being part of Keller Williams means I am a business 
owner, so I am super incentivised to deliver for you, 
as I keep the majority of the fee compared to the 
high street estate agent, who earns a fraction of the 
total fee you pay. 

I focus on delivering an ultra-personal service for 
buyers and sellers and limit my client base to 
ensure I have the capacity to deliver outstanding 
customer experience. You get me from start to 
finish.

I have been personally involved in over 13,000 
sales over my 15 years career in estate agency so I 
have the knowledge and skills to deliver the best 
results for you. 

Being local means you get me on hand at all times, 
way beyond normal working hours. Remember your 
really important to me.

But far from just being local I have the power of the 
largest referral network on the planet as all 190,000 
Keller Williams agents share resources and buyers 
across 42 countries, offering a true global service

As a group we sell more than 4,300 homes a day - that’s 
180 per hour and a sale every 20 seconds. 

As a client you get an agent who really cares, is fully trained 
and is an expert in their marketplace, supported by great 
technology.

Mark Readings
Keller Williams Agent

T: 01277 564001
M: 07502 380768
F: @markreadingsea
W: https://www.kwukplus.com/mark-readings
E: mark.readings@kwuk.com

http://www.housenetwork.co.uk/
https://www.kwukplus.com/mark-readings
http://kwuk.com


Maximum result requires a bespoke Marketing Strategy



Designed to capture the maximum exposure for your home in the shortest period  
of time, I will implement a multifaceted marketing campaign targeting buyers 
looking for properties like yours.

KW Agent Network Online Presence

Over 92% of purchasers now start their property search
online.

I will provide as much notice as  
possible prior to viewings.

I will coordinate keys, access 
and any other instructions. I will 
accompany all viewings to build 
a rapport with potential buyers 
and start the first phase of 
negotiation 

I have 24/7 phone and online  
coverage so that prospective  
purchasers can get in contact  
out of office hours and place  
enquiries. I tend to reply to 
emails up till 11pm to ensure I 
beat other agents to enquiries.

Open houses are the best way to  
generate interest in your property  
and get more buyers over your  
doorstep. Open houses are  
typically held on weekends but  
these can be tailored to your own  
requirements.

In addition to this I suggest that 
wherever possible you are not 
present during viewings as  
potential purchasers generally do  
not feel comfortable exploring a  
property with the owners present.

Viewings & OpenHouses

Traditional combined with digital advertising 
achieves the buyer that is  
Right for you!

190,000+ Agents
1060 Offices
1 GlobalNetwork

Rightmove

Zoopla
KellerWilliams

Media CampaignsLocal Marketing

Local Agent Network  

For Sale Boards  
Postcards & Flyers  

Open Houses

Email Alerts  

Social Networks  
Press Releases



Videography & Photography
My job is to give your property the best chance  
of selling quickly and for the highest price. The  
quality of your house advert can make or break  
your selling time. I aim to showcase your  home 
by creating excellent photography mixed with 
videography - making  sure angles, composition 
and colour depth allow  potential viewers to feel 
like they have already viewed your home.

Advert sample: 

A better advert gets you a better price

3D Tours

https://www.rightmove.co.uk/property-for-sale/property-67784553.html
https://www.rightmove.co.uk/property-for-sale/property-67784553.html
https://www.youtube.com/watch%3Fv=J0m3XL1gKYk
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Premium Listing  
Included as standard
Get more exposure on Rightmove, Zoopla, and Primelocation. 35% more property brochures are viewed when  
Premium Listed, increasing your chances of attracting a buyer.

Larger listing box with 1 main and 3 additional photos Attention-grabbing premium buttons

Bigger and bolder price Green background colour to make your property stand out

http://www.housenetwork.co.uk/


Social Media
Target the Invisible Buyer
With my estate agency you don’t have to 
wait for a buyer to walk down the high  
street to see your home - I deliver your  
advert to them, on their phone, ipad or PC,  
wherever they are. Using the latest social  
media profiling, your property will receive  a 
unique geo-targeted ‘boosting’ campaign  on 
Facebook and Instagram - building  awareness 
and reaching buyers that might not be 
actively looking but would if they knew a 
specific home was available to buy. In fact 66% 
would consider buying but are not actively 
looking!

With over 75% of local homeowners owning a 
social media account, I can blanket a radius 
around your home and ensure I pro-actively 
target every buyer possible, with the platform 
intelligently learning who are the right buyers 
and finding more of them!

More Buyers = Better Results



There are many tactics estate agents use to gain your instruction. 
However, all of these affect the chances of you selling for the maximum 
price. If a property is over valued , demand will be lower and you will find 
price reductions are required to re-ignite momentum.

By launching your home at a realistic price in comparison to 
competing properties on the market you will find that you achieve the 
same result as over valuing but do it much faster.

Mark Readings
Agency Owner

When preparing a property valuation, I research the local market in addition to 
data relating to the specific property. It is important that there is flexibility in 
the valuation price so we can discuss the tactics required to achieve the right 
result for you. I always define a valuation range rather than one price, so we 
can jointly decide the right marketing launch price. 
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Sell in the first 2  
weeks to fully  
maximise your  
asking price

Selling at around 8  
weeks typically  
results in 98% of  
asking price

Selling at 12weeks  
typically results
in around 94%of  
asking price%
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Selling Price vs Time On Market

Start 2 Weeks 8 Weeks 12Weeks

Time on Market

Time is the enemy of Price



Choose an agent that is super incentivised
When you are selling your most valuable asset, you want the agent to be fighting your corner and negotiating hard to maximise the sale 
price. But how do you know they are?

Unless you use an estate agency like Keller Williams, the person who visits from a conventional high street agent, especially a corporate 
brand, will be employed. That's not unusual. Most people in the UK are employed, so what's the problem?

Incentive. The average employee will earn 5% of the total commission you pay the agency brand. Whereas, I am a business owner and earn 
significantly more from the same fee. The same applies to an offer submitted below the asking price, what agent is going to push harder?



When preparing a property valuation, I research the local market in addition to 
data relating to the specific property. It is important that there is flexibility in 
the valuation price so we can discuss the tactics required to achieve the right 
result for you. I always define a valuation range rather than one price, so we 
can jointly decide the right marketing launch price. 




